Australia
WHAT   AUSTRALIANS   ARE   LIKE 
Australians are known to be rugged, direct, and tough-minded people, quick to assert what they perceive as their rights—occasionally, at the expense of others. They have very strong positive feelings for egalitarianism. This goes far beyond making sure everybody has equal opportunities in life. There is a dark side, however, to Australia’s view of egalitarianism. It means equating the legitimate authority of your boss with oneupmanship, leading to almost a perpetual state of anarchy in unionized workplaces. It means discouraging nonconformity even to the point of withholding recognition for outstanding performance or ability on the job.  A union official once tried to reduce the pay of a teacher who had a rare master’s degree to that of a bachelor’s degree holder because he thought all pay differences were unfair.  Rewarding the teacher with the master’s degree was far from his mind.  


The dark side of Australia’s obsession with egalitarianism is inextricably interwoven with its strong unions. This has dragged Australia down to a lowest-common denominator level of equal social misery. An editorial in the Sydney Morning Herald  talked about egalitarianism and Australia’s “union masters” this way: “Union organization and politics are sacred cows and must not be questioned.  Trade-unions are the backbone of Australia and can do no wrong.  In this brave new Australia of union mastery, with people increasingly allowed to travel, to work at their normal jobs, and to meet their legitimate  needs  only  by  courtesy  of  trade-union  leaders,  equality  is certainly the watchword. There is an equal opportunity not to use public transport, not to drive one's car, not to book a seat in an aircraft, the list is almost endless.  “Let's all be miserable together.”  It would make a good motto for present-day Australia.


Until progress and affluence increased the size of the middle class and the affluent, almost all Aussies treated each other as “mates.” (Today, mateship is still important, but it is not universal as in earlier years.)  Mateship is an outgrowth of the unique Australian experience of surviving the isolation and privation called for by pioneering the bush.  So great was their need for support in an isolated continent that they quickly learned to live together.  Settlements of friendship, caring, and trust stem from these experiences.  


Australians love to have fun, especially outdoors.  They have the right climate and environment for it:  Long stretches of sunny beaches are close to most Australians, since almost all of them live in the five major coastal cities—Sydney, Melbourne, Brisbane, Adelaide, and Perth.  It is one of the most urban nations in the world.  They are so leisure-oriented that it is hard for them to understand why one should live to work. They work to live. They would rather be carefree and throw the price of success—strains and tensions—to the winds. Their very high marginal tax rates also stifle any motivation they might have to work hard.



This does not mean they are not striving for progress, though—the economic evidence shows otherwise.  For instance, they came out of the 1983 recession with rapid growth.  But they will not push themselves beyond a certain point.  They certainly will not drive themselves the way the Americans and Japanese do, for example. There are  progressive and success-driven members of the population, but they are a definite exception. Observers note that increased prosperity has made the younger generation even less oriented toward hard work, if that is possible, even as they continually push for higher pay.  Hardly anybody will work overtime—the high marginal tax rates leave little to take home.  Instead, most people take the short route to more money by gambling on horse races, dog races, poker machines, and lotteries.    When they want extra time off, they will duck some significant issue and simply go on strike.  They are not penalized when they do this, because most of the time, they do not lose pay for striking.  Strikes do not last long.  But they occur often.  When one of the authors lived in Sydney, the Sydney Morning Herald newspaper reported that there were an average of fifty strikes a day in Sydney (population 2.5 million) alone:


Last week was a quiet week for strikes.  Some of the strikes were:  One involving about 14,000 meat and transport workers over three issues.  Meat supplies have been cut drastically.  If it is not settled by next week, Sydney faces a meat famine.  About 4,000 members of the Storemen and Packers' Union imposed a series of rolling strikes and an overtime ban in the bond, produce, drug, hardware, softgoods, and grocery sectors.  Shortages of many lines are expected.  The oil dispute has cut bus services, rail services have been slashed by 50 percent, and heating oil and petroleum products are very scarce in some states.  About 300 nursing aides have been on strike for a week for a pay raise.  Construction of the natural gas pipeline is held up by a month-old strike.  This strike is in support of traveling time, more leisure time, wage increases, and other conditions.  About 800 members of the Electrical Trades Union went on strike in protest at the suspension of 40 fitters who refused to comply with new timekeeping procedures.  Six women secretaries employed by the Builders Union went on strike for five days in support of an over-award payment demand.  National strikes in railway and building workers were postponed, but they are scheduled within the next few weeks.  


And that was a quiet week!  Australia is the second most unionized nation in the world.  For many years, it lost more days to strikes per resident than any other nation.     Its unions are extremely powerful, and this limits management's negotiating options with you.  For example, look at what happened when the insurance companies’ trade association began its advertising campaign against the federal government’s plans to start its own insurance company.  It claimed this was the first step to nationalization of all industry: Since most businesses obtain financing from insurance companies, businesses would become dependent on government financing to survive, according to the ads. Supposedly, this dependency would occur because the government insurance company eventually would force private insurance firms out of business.  Nationalization of dependent firms would be the next step.  The ads ended by saying, “If you don’t want to see Australia turned into one giant post office, write the Prime Minister.”  The communications workers unions were insulted by this remark, although postal service in Australia at that time was quite poor because of continuous strikes—five during a ten month period in Sydney alone, not counting other cities. The unions gave the insurance companies an ultimatum—change the ad, removing all references to the post office, or all communications would be cut off—no telephone service, no mail deliveries, no telegrams or telexes.  The powerful coalition of money-rich insurance companies capitulated immediately.  The unions in Australia, some feel, actually run the country.  Many similar examples can be told.


Many reasons exist for their strike-proneness.  No matter what they are, labor-management relations were always bad. Both sides had “us against them” attitudes from the very start.  In the sheep industry, for instance, labor resented management’s harsh policies, and management resented labor’s intransigence.  Although Australia was no longer a penal colony by the 1800s, many workers still had the convict mentality of despising their bosses, who they felt had taken the role of the British soldiers who had ruled them under martial law. This tradition of animosity has given the nation's workers a well-deserved reputation as hard bargainers.


The situation had improved somewhat by the early 1990s. There is some evidence that the incidence of long, bruising strikes has been reduced slightly, because the government, unions, and businesses are agreeing somewhat more often. However, this does not mask the fact that the quality of industrial relations and grievance handling has not improved. There is still an urgent need, by world standards, to correct the mechanism of arbitration.  This is putting it mildly, considering the fact that Australia’s unions still get away with what other nations might feel are laughable demands. For example, Qantas Airways passengers were stranded in Sydney overnight in 1986 after flight attendants walked out because they did not like the “unsanitary hot towels”  the carrier was using.  The same year, Ansett Airlines’  flight attendants won their case when they threatened to stop service if they were not allowed to wear short-sleeved shirts during the Easter holiday period. In 1981, workers building an entertainment center near Sydney’s Chinatown demanded that they be given “tea money” every day by management in exchange for this inconvenience:  Smelling the appetizing aromas coming from neighboring Chinese restaurants created a “hardship in the gastronomical expectations of their employees.”  


The great power and influence of their union movement makes it the unseen third party at all negotiatins you will have with Australians.  Management’s signature is meaningless if the unions do not go along, too.  They have the ability and the will power to press their demands regardless of their effect on the country as a whole.  And you are the foreigner, so they will care even less about how you are affected.  Do not rely on arbitration to help you, either. Australian law was originally intended for wage claims and other issues to be determined on their merits through arbitration, using logical economic principles to evaluate them rather than succumbing to coercion or pressure.  However, the government’s Arbitration Commission has consistently backed down on this principle by giving in to the unions’ high demands that wages be increased and that strikes be used whether necessary or not.  As unions continue to monopolize power, the government’s Arbitration Court has lost its ability to discipline recalcitrant unions. Enforceable work contracts have become a thing of the distant past, and trade unions have emerged as the only organization not subject to effective legislative or judicial control.  They continue to wield power, using ploys such as strikes, work bans, and other disruptive activities.  Watch out for them.  They should be a major factor in your negotiating plans.  


Australia is quickly molding itself into a multiethnic society.  Immigration has been essential to the development of the country ever since the first British settlements in the 1700s and 1800s.  For many years, the government followed a “White Australia” policy on immigration. This policy discriminated against Asians and even non-British Europeans.  In the 1970s, though, their policy changed, and today there are many “New Australians,” especially Greeks, Turks, and Italians.  You will also find Maltese, Polish, Ukrainians,  Lithuanians, Latvians, Estonians, Serbs, Yugoslavs, Spanish, Portuguese, Dutch, Germans, and French people, along with such Asian nationalities as  Japanese, Indonesians, Indians, Koreans, Filipinos, Sri Lankans, and Malaysians.


Australia is not a “melting pot.”  Its “New Australian” immigrants were not ready candidates for assimilation. So, the government encouraged a multicultural society rather than push for homogeneity.  The country now has ethnic television and radio stations broadcasting in languages other than English. There are many newspapers and magazines in more than twenty-five languages.  Even so, many immigrants, especially their children, tried to absorb as much as they could of the Australian culture. Many Australians of British descent never fully supported the new immigration policy, though. Old prejudices die hard. Opinion leaders noted that multiculturalism was being achieved at the expense of social cohesion.  Opinion polls showed that people wanted the new immigrants to “fit into” Australian society as soon as possible.


Things are changing, though. Opinion surveys now indicate they prefer immigrants with skills the economy needs, and only six percent favor a “Europeans-only” policy.  This is clearly a break from the earlier prejudice favoring only whites.  The change in their outlook is probably due to the fact that more immigrants are coming in from Asia, especially refugees.  Asians are doing fairly well in Australia; they do not line up for welfare support, nor do they present social problems by drug trafficking,  for instance.  Native-Australians  perceive  them to be “drycleaned and industrious,” disciplined, and orderly—but not sociable enough.  Still, only twenty-three percent strongly support letting more refugees in.  They would much rather have “suitable” people with relatives already in Australia.  


Australians are egalitarian by nature.  People  seem to have easy and amicable relationships with each other.  For instance, passengers like to sit beside taxi drivers; they feel tipping is offensive; and they do not look down upon manual labor.  But the reality is that there are class distinctions. It is easy to spot the differences: Members of different social classes work at different jobs, live in different areas, recreate in different pubs, send their children to different schools, and so forth.  Members of the upper class are the most wealthy, well-educated, prominent people who hold positions of power and status. Family background and occupation count more than wealth in gaining recognition in this class.  They are highly concerned about sending their children to the “right” schools to perpetuate their positions in the upper crust. There are many more British Protestants than Irish Catholics. Cognizant of their position, they do not observe social egalitarianism and can be blatant in promoting snobbery and class-consciousness.  It is said, though, that the social barriers they erect are notas forbiding as in Britain.  


Membership in the growing middle class is wide-ranging:  white-collar workers, small farmers, tradesmen, shopkeepers, foremen and supervisors with executive power, and some skilled workers all belong to this group.  Economic progress gave them more buying power, and they joined ranks with other industrialized countries in the world marked by heavy consumerism.  In this “up-market” consumer society, the middle class has whetted its appetite for more of the best television sets, VCRs, motor cars, furniture, swimming pools, and the like.  Desires are endless.  


The “mateship”  ethic—a militantly fair treatment of others, male friendship, disdain for authority, crudeness, and contempt for pretense—is now linked more with the behavior of the working class.  It is composed mainly of semiskilled and unskilled workers, farm laborers, shearers, truck drivers, railwaymen, road laborers, and so forth.  Working-class Australians are glorified in the media as “the common man.”  Many of them fit the “Ocker” stereotype.  An Ocker is a native male Australian who puts on a heavy Australian accent (and acts crudely) to intentionally distinguish his speech (and actions) from the more cultured British accent (and manner of behaving).  He is a heavy drinker and gambler who loves spectator sports. He does not care about  cultivating   the  upper-class  British  accent,  which  might  bring him respectability, and he looks down on those who do.  (For years, many Australians, perhaps  ashamed of their origins as a convict colony, tried to cultivate a British accent.)  Many ads glorify the Ocker.  One advertising executive described Ockerism as reflected in television commercials this way:  “The Ocker must have the ability to shout 192 words in 30 seconds and repeat a simple sales message 18 times in that period.  He must have the natural talent to burp on cue, and although a beer gut and broken nose are not essential, they are a definite aid to his career potential.”  


Australia is a very male-dominated, “macho” kind of society, even though there have been some government and media efforts to boost the status of women.  One of the authors had the opportunity to interview several expatriate women professionals in Australia in the mid-1980s.  Here are a few statements from them on the view that male Aussies still place women in a subordinate position:


   “I left the U.K. 10 years and two months ago, went to New Zealand for three years, and then on to Australia . . . I consider myself a permanent Aussie now . . . it took me a long time to make friends and a long time to be accepted in any office.  You’re only a girl, and they want to know how long will you stay here, or will you just get married and leave quickly.   If a man is ambitious, it’s great, but if a woman is ambitious, she’s a bitch.  There are many more opportunities for men than for women, so you have to promote yourself more than a man does.”  


   “I was at the University of Michigan on staff as a doctor, and my department chairman knew the head at Royal Melbourne Hospital. . . . There are very few female M.D.s [here]. . . . it’s the old boy buddy system, a close-knit group of macho males who keep women subservient.  Now,  the men at work are very friendly, but this friendship didn’t extend past the workplace.” 


   “Before you come out [to Australia], make sure you know people who will sponsor you so you can get a job.  You’ll get the rudest awakening when you come here, though, because of the extreme male chauvinism. . . . Women are second class citizens here, especially with my own colleagues.”  

    “In 1980, I moved to Australia . . . the longer you live here, the more you realize that you have less in common with them. . . . And Aussie men are far behind the times.  They have no respect for women.”  

     “I’ve spent the last four years in Australia. . . . Men in Australia are more chauvinistic than in the U.S.  Why,  the secretaries here are expected to serve tea and biscuits to their bosses in the afternoon.”  


The labor government of the early 1970s secured equality of pay for equal work and made it easier for women to get divorced.  Women still hold most of the lower-paying jobs, though, and one survey in the early 1980s indicated that there is a two-to-one support for the view that a woman should put her husband and children ahead of her career.  Things are changing, but it is still very slow.  Newspapers and talk shows on televison and radio are discussing substantive issues concerning the feminist movement that society has ignored for years. Equal opportunity boards are now available for redress when women are not given the jobs for which they are qualified.  Women are holding more prominent positions in Parliament, in business, and in media.  Membership in women’s organizations is growing, so this direction probably will not be reversed.  

AUSTRALIAN  NEGOTIATORS  AND  YOU


Progressive  Attitudes


Australian Negotiators:  Australia likes to call itself “the lucky country.”  Its residents do enjoy the fruits of progress and affluence.  Exceptionally enterprising and progressive business executives understand what it takes to compete internationally.  You will meet many of them as you negotiate.


You:  If you are negotiating with a progressive firm, you will not have to worry as much about unions overturning the final agreement.  It is still wise not to step on their toes. But do not let that keep you from emphasizing the strong points in your negotiating position—how an agreement will lead the other side to greater competitiveness, performance, and success.  


Making  the  Right  Connections


Australian Negotiators:  The hub of economic activity is mainly the southeastern corner of the country, in both Sydney, the well-known metropolis where about twenty percent of Australians live and work, and Melbourne, the financial center, where another twenty percent are. The business elite is a tight circle of people who know each other quite well.  Most of them are over fifty years old.  Members of their “Old Boy Network” are always exchanging opinions and socializing. A connection you make with one member may very well lead to another.  Acquaintance with a business executive is a clear asset for gaining  entry into the inner circle.  Knowing politicians will not help you as much, because they are not as influential in business as they are in government.  


You:  You may not have a difficult time getting your foot in the door even if you deal only with a younger executive.  Theyare pretty much straightforward and will evaluate your proposal on its merits alone.  However, you will make things a lot easier for yourself by contracting with a local agent who has a close relationship with the power network.  These agents usually offer a full line of services—marketing, financial, quality control, storage, transportation, and so forth—that you can make use of.  Maintain your relationship with your agent once you have found a good one, for they are invaluable and difficult to find.  The better ones are headquartered in Melbourne and Sydney.  


The  Formal  Presentation


Australian Negotiators:  Australians are direct by nature and prefer that you mention everything in your presentation. They have a good international communication system, and so they are exposed to the best products on the world market. Therefore, they demand high and consistent quality, regular supply, availability of parts, and excellent maintenance service.  


You:  Pay attention to the export mechanics in your presentation.  You must draft your proposal including c.i.f. terms, since freight to that faraway part of the world accounts for a considerable part of the total cost.  Also make sure you state the f.o.b. foreign port price for the accurate billing of customs and duty rates.  Units of measure should conform to the metric system, naturally.   Normally, you can expect to be paid for what you exported to Australia not later than six months after the goods have arrived.  Other arrangements outside of these usual terms must have the approval of the Reserve Bank of Australia.  This is usually granted if the terms of payment are in accordance with standard international practices for the products involved.  Finally, when you draw up your market profile for your products or services, make sure you take Australia’s multiethnic nature of the market into consideration.  You may even have to translate instructions for use into Greek and Turkish.


Bargaining   Guidelines


Australian Negotiators:  As a rule, Australian business executives do not want to spend too much time bargaining. They prefer a straightforward presentation with a minimum of playing games. Although the government recognizes the importance of foreign investment in the development of Australia’s economy, it is also keen on ensuring Australian participation in these investments.  It looks particularly close at the potential opportunities and economic benefits to be generated by your project and the equity participation terms stipulated.  The government follows certain guidelines.  For example, it requires seventy-five percent Australian equity and control in uranium projects and fifty percent for other natural resource projects.  Restrictions on foreign investment are in force in banking, finance, insurance, the media, civil aviation, and real estate. The Foreign Investment Review Board decides promptly—the average processing time is only thirty days.  


You:  The opening price quotations you make will have to be close to the final price you are willing to accept—otherwise, you lose all credibility.  Emphasize how your project falls within the development guidelines of the government.  Reassure them about a fair participation in the project for their side.


Decision   Process


Australian Negotiators:  Senior and top executives are the main decision  makers in Australia. Technical experts are also consulted for highly specialized projects.  Family boards dominate in family-owned enterprises. If you are negotiating with lower-level executives, they will have to consult often with their bosses, and so final decisions may not be arrived at as quickly as you would like.  


You:  Your contacts with the top echelon of the business you are negotiating with will be enhanced by the presence of a local contact or agent.  They are especially helpful in answering questions and resolving conflicts during negotiations.  You should allow a lot of time for waiting for the other side to decide.  Hard-sell tactics and pushing for a decision do not usually work.


Reaching   Agreement


Australian Negotiators:  They like to shake hands with you—hard—to indicate an agreement.  Eventually, they will seal the business relationship with a contract.  Business contracts can be quite detailed.  Once they are signed, they are not likely to be changed before implementation.  


You:  Use the services of Australian lawyers here.  They will make sure that all the terms and conditions important to you are covered in the contract.

HOW  TO  TALK  WITH AN  AUSTRALIAN 


Communicating with an Australian business executive poses special problems.  Apart from the fact that you will have to get used to their unique accent which is not quite British nor American, here are seven guidelines that will help both of you get to know each other better:


(1) Keep  an  Equal  Footing


Australian Negotiators:  They want to be talked with as equals; they resent condescension of any kind.  Even if they know your accomplishments, they will not be particularly impressed by them and will not make them the basis of the initial phase of your relationship.  


You:  Relate to the Aussie in terms of your person rather than your accomplishments or work—save that for later when the context of the conversation is appropriate.  Share your feelings and opinions about things, jokes, and so forth.  Turning on your competitive mode would be especially offensive to them.  There is no need to prove yourself to them without their asking—and they probably will not.  Keep the atmosphere informal and be comfortable and direct with them.  Do not patronize them—do not offer help, sympathy, or solace unless  asked.  


(2) Inner-Directedness


Australian Negotiators:  They evaluate each person in terms of their own personal reactions, feelings, preferences, and expectations of that person. They are less influenced by your status and accomplishments—in other words, by your external presentations.  Effective interaction with Australians is therefore important in winning them over.  


You:  Recognize their complexity.  Meeting with them is a good opportunity for you to get away from the uninteresting small talk that is usually used to open conversations.  Instead, use the meetings you have with them to really get to know them.  


(3) Catch  Their  Attention


Australian Negotiators:  Australians typically do not like meeting with accomplished but colorless people.  They want more in terms of what you have to offer as a person.


You:  One way for you to let them know who you are is to take a definite stand on an issue.  Do not be verbose when you do this, though.  State your reasons clearly and succinctly.  There will probably be no need for you to defend your stance.  


(4) Little  Need  to  Be   Liked


Australian Negotiators:  One strength of the Australians is that they do not really need for you to like them.  Therefore, they do not try hard to be accepted or to influence others.  


You:  You do not have to try hard to make the Australians like you either.  Trying to please and playing games will be futile.  


(5) Comfortable  with  Conflict


Australian Negotiators:  Another strength is the relative ease they have in dealing with conflict.  They expect it in most transactions in life; they are familiar with it whenever they deal with unions; they are not at all put off by it; and they are quite capable even of enjoying it, to the point of intentionally creating conflict at times just to engage the other side. They admire people who can handle conflict with style.  Negative reactions evoked by conflict do not bother them too much.  


You: Accept the Australians as they are, allowing room for idiosyncratic and unexpected behavior.  Understand that conflict is their way of adding spice to life.  Use conflict yourself in a constructive way.  Australians may start badgering you with derisive comments and criticisms, all in the spirit of fun, simply to get you to budge a little from your position. Do not feel bad when this happens. Do not feign agreement with them just to correct the situation. Simply state your beliefs firmly and leave it at that. Meanwhile, take advantage of the opportunity to learn more about them, for an interesting sparring session will very likely motivate them to share important opinions with you.  


(6) Australian   Sense  of  Humor


Australian Negotiators:  Australians are likely to tease you once in a while, just to break the ice or to get to know you better.  It is a great way for them to probe you and find out how resilient you are.  


You:  Practice sparring with the Australians.  Above all, enjoy it.  Use self-deprecating humor to bring you both on an even keel, especially if you are American or British.  Many Australians think the Americans and British bask in their own sense of superiority.   Laughing at yourself could very well dispell this notion.  


(7) Mild  Undertones  of  Inferiority


Australian Negotiators: They are quite sensitive about their historical past, as early Australia was built by the efforts of convicts.  Also, Australians often subject themselves to excruciating comparisons with the British and Americans—a fruitless effort and somewhat contradictory with their strong sense of independence, but they do it anyway.  


You:  Develop a genuine interest in Australian culture and current events.  Find an area that truly interests you—like the poems of Banjo Patterson or how jackeroos (cowboys) work on the stations (ranches)—so you can project your enthusiasm when you share your thoughts with them.  Deemphasize areas in their past that might touch local sensitivities; emphasize the positive, progressive aspects of their growth.  And never compare them with the British or the Americans.  

HOW  TO  DEAL  WITH  THE WORKERS


If you are thinking of setting up an organization or facility in Australia, there are special considerations you will have to think about in dealing with the Australian workforce and mentality.  We have already discussed how powerful the unions are.  Keep that in mind as you read these five guidelines that will help you ensure successful working relationships with employees in an organizational setting.


(1) Dealing   with  Authority


Australian Negotiators:  Australian workers are wellknown for their extreme egalitarian attitudes that result in breaking hierarchical barriers, including those erected by the flow of authority.  They prefer to be treated as equals.  The tradition of “mateship” also got them used to cooperating with each other on an equal footing.


You:  Collaborate with your workers.  Do not expect all your orders to be heeded blindly.  Adopt a participative management style.  


(2) Preference  for  Personal  and  Democratic  Managerial  Style 


Australian Negotiators:  Australians react to people's character rather than to their authority or status.  Also, “mateship” has gotten them used to relating to their fellow workers in a very personable way, even to the extent of taking care of each other.  When they are on the job, they do not think they are just doing a job for a boss. They prefer a collaborative approach—they assume management gives equal consideration to their interests and welfare in every decision made.  On the job, they are at their best in a relaxed, democratic atmosphere.  


You:   If you accomplish your goals as a manager by merely imposing your authority, it will work by itself.  Take care of your personal relationships with each one of your subordinates.  Keep an “open door” policy.  Respect their opinions and suggestions.  Do not expect them to put you on a pedestal and defer to you.  That is against their egalitarian way.  Keep a flexible organization, allowing room for movement and changes.  Deemphasize rules and regulations; use your creativity to accomplish the same goals through means other than rules.  When it is time to relax, do it with your employees.  


(3) Inattention  to  Work  Standards


Australian Negotiators:  Work standards do not motivate them to work harder.  Their productivity is more a result of the sense of satisfaction and rapport they feel on the job.  


You:  You can not run a company without standards of performance.  Use them, but make sure you have discussed them with your subordinates ahead of time and that they have accepted these standards.  Do not base your expectations just on these standards.  Maintaining a good relationship with your employees is the key. Simplify procedures that monitor their performance.  Emphasize good relationships, not control.  


(4) More  Good  Times,  Less  Hard  Work


Australian Negotiators:  A lot has already been said about Australians’ love for good leisure times and  how they do not care for putting in extra efforts on the job.  The economical rationale is obvious for this worship of leisure and away from extra work: since the Australian rarely gets to keep much of any money made by overtime work, the incentive to do so is minimal. Until the tax laws change to lower the marginal rates, do not expect this trait to reverse itself. This, of course, does not apply to the few exceptional executives who are steering their economy toward higher standards of productivity and success.  


You:  Agreed-upon time limits for work need to be observed.  Work schedules need to be worked out with your employees, taking their personal needs into account.  Work out with them an ideal pace of work that supports optimum productivity without unduly straining them.  Incentives that would provide additional leisure time or time off would be quite interesting and motivating to the typical Australian worker.  Instead of offering additional pay for overtime, consider offering time off instead.


(5) Managing  the  Militant  Labor  Unions


Australian Negotiators:  Labor unions have considerable power in Australian society, as we’ve said earlier.  Although it is common to blame Australian workers for their irresponsible behavior,  perhaps weak and remote management should also accept part of the blame.   Strong management can make a difference.  


You:  Dealing with Australian labor is one of the most serious concerns you will need to plan and prepare for in setting up your business organization. The lack of any disciplinary power from the Arbitration Court or from any part of the federal, state, or local government, puts you in a very difficult position.  Hiring strong managers with effective links to labor union leaders and members will be crucial.  You will have to develop your own arbiters of power to deal with aggressive labor demands.  Forging strong relationships with their leadership and a constant monitoring of the attitudes, feelings, needs, and suggestions of your workers through surveys, interviews, and consultations with your labor relations manager will be extremely important.  Make absolutely certain you do this.  If you do not, your business will get into trouble quickly.

SPECIFIC  TACTICS 


These are the favorite tactics chosen by Australian executives to use in typical business situations. 


(1) Ask the Seller for a Lower Price:  In dealing with sellers, Australian buyers can be difficult.  They like to remind you of your competition and make it appear that other sellers are offering them better terms.  They will definitely reject your first price offer and ask you to do better than that.  They consistently keep the pressure on through various ways and simply will not give in.  They like to try other ploys involving histrionics.  For example, they  will tell you their well is dry”—that financial constraints prevent them from accepting the going price. They like to fake it and give the appearance that they have more information  about your product or service than they really do.  Sometimes, they try to threaten you by predicting a disaster for you because they will not recommend your products and services anymore to their friends if you do not agree to their price concession.  When they are in a more cooperative mode, they are willing to be patient with you.  Or, they also like to take the other extreme, offer a “take-it-or-leave-it” figure once and for all, and just walk away if no agreement is reached.


(2) Ask the Buyer to Pay More:  When they are selling to you, Australian executives are equally tough. They will insist on maintaining their asking price and not give in to your bargaining efforts.  To support their bid for their initial asking price, they will tell you that there are others who are interested in buying their product or service, or that they are already carrying and selling the best brand for this particular product or service.  It may happen that it is a seller’s market and there’s a shortage of the product or service involved.  If this is the case, and if they hold a monopoly position in the market, they may even try turning the tables on you and get you to justify why you deserve the product more than other buyers.


They also like to use low-pressure tactics.  For instance, they will let you see their accounting records reflecting costs to prove to you that they are not charging unreasonable prices.  They will also listen to you, note your objections, and then try to defuse them, one by one.  They also like to use funny money to make it appear that their price is reasonable.  If it is a buyer’s market and sales are not going too well, they may become more laid back.  They may just stall for time, be patient, and not close at any price until later on when the market changes, especially if they’re not that hungry now for your business. 


(3) Ask the Boss for a Raise:  Generally speaking, most Australians like to use their record of accomplishments and performance in negotiating for a pay  raise.  They will more likely continually exert pressure on their boss, though.  They will stick to their high salary demands and justify their claims by reminding their colleagues and boss how valuable they are to the company.  They also like to use other tactics with less pressure, such as talking openly with their boss and building a straight case for their pay increase.  They also listen carefully to their boss’s reactions and work on objections systematically.  Some of them will approach their bosses through an emotional route, building or reinforcing positive relations with them first and then making them their allies  before making their request for the pay raise.


(4) Ask the Boss for a Promotion:  Just as in asking for a raise, Australians like to use the company records that show their contributions and performance to support their bid for a promotion.  They will assert their rights to this promotion by putting pressure on their boss until they are heeded.  They will not give in to the boss’ initial objections.  Especially if they are already key managers, they will keep reminding their boss of just how important they are to the company.  Some of them may have pending offers of a higher position or better pay from another company.  In this case, they may take the risk of turning the tables on their boss, mentioning the fact that they have an offer from another company, and allowing their boss to persuade them to stay with the company.


Sometimes, they like to use softer tactics.  For instance, often they will bring up their desire for a promotion and discuss it openly with their boss. Then, they listen intently to their boss’ feedback and work diligently on defusing the objections.  Sometimes, they are patient  and wait to bring the matter up again when the timing is more favorable.  At times, they will go above and beyond the call of duty and perform extraordinary tasks to improve their image and bargaining leverage.  And they will even try to reposition their bosses by treating them as their mentors and asking them for suggestions on how they could get the promotion they want so bad.


(5) Ask the Boss to Change Their Holiday Dates:  Most of the Australian executives like to plan ahead by anticipating their boss’ objections and defusing them. Many of them like to put pressure on their boss, and not listen to objections from their boss or from their colleagues.  They try to make their boss feel guilty somehow for disapproving the change in dates. Australians simply admit they made a mistake in submitting wrong dates in the first place. They negotiate  if there is no reason for the work to be hampered because of the change in dates.
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